
CLEANSES THE SYSTEM
EFFECTUALLY; DISPELS
COLDS, AND HEADACHES
DUE TO CONSTIPATIOM.

BEST FOR MEN, WOMEN
AND CHILDREN-YOUNG

AND OLD.
TO GET ITS BENEFICIAL
EFFECTS-ALWAYS BUY

THE GENUINE.
HAHUFACTURED BY THE

Wl!RC.I-N?lM

SOLD BY ALL LEADING DRUGG1STS
One size only. Regular price 50..Bottle

BUSINESS PEOPLE
THRILLED BY TALK

(Contlnued From Firm Pajre.)
the tntorest o| agricultural develop.
imnt. mpliasi/.lnf. the polnt that un¬
less tlu- country Is prosporoua the
cltlcs will not tffow. Then hu intru-
dueed tho rallroad pi oposltion.

Pralsliii? the convention Idea. hc mad«-
tho RB-drtloh that thla alxteen mllee
of road. connectlng I.lchtnond wlth thf
Northern Neck country, would brlns
tx,"To poople to thia clty than all tlie
runvontlonB that could be secured ln
twenty yeara. Yet lt can be built, h*

CHALMERS SPEAKS ON
BUSINESS SUCCESS

Commends Chamber for It's Great Work, and
Refers to Advertising as the Life of Trade.

Brains Declare Dividends.
In his addresa to the Chamber of

C'lminert-o last night, Mr. Chalmers
b-)>*'ke aa follows;

"I am dellghtcd. after ten years1
absence, to return to Rlchmond antl
Ond sucii remarkable activity. 1 have
1. ii in no city recently where I noted
bii'-h a marked change for the better
a.s I have obsorved to-day. T*o of
i deadesl things I know of are a
summer resort In the wlnter time and

lamber of Comin'rce which due*

ca say ils checrfully, because
i v. id. h haa goni

bettei [n Dol rolt our
In Dcifoit life is north liv¬

ing.* We propose to add: "And where
9 la worth dolng." In a clty

which has grown in all respects like
Richmond has, thc buslness must be
moro than mushroom growth, or it
can't stand.
"One trouble wlth Charnbors of Com-

merce la that some members always
want to know what they are golng to
gr-t out of lt That Is not the proper
npirlt. It ought to be what they can
ut into it for tho good of their city.

"It la a little dlfflcult to talk of
pucccss. Success la like golng through
a forest and blazing a trall. Tho man
.when he gets through can't tell you
niuch about how he did it. And yet
one can sometimes tell somethlng of
these princlples which make for busl¬
ness success anywherc.
"Now, bralns are an absolute neces¬

slty. Monoy carns interest; bralns de-
elarc dlvldcnds. Therefore, I don't be¬
lieve any man or any corporatlon ever

paid too hlgh a prlce for bralns. It ls
possible to economlzc ot the wrong
end, and thls Is what some people try

Give Useful, Pleasing and
Lasting Christmas Presents

oc ->o

Those whicli may be used each day, thus constantly reminding the
recipient of your esteciu and regard. Such magnificent variety as we

offer makes it easy for you to select a suitable present in a very short
time, and as these last days of Christmas shopping are so short and
busy.tlme counts.our stock is replenished each day from the reserve,
and present just now as fresh an appearance as it did two weeks ago.
We append a partial list of suggestions which may be of help to you. By
all means inspect our stock before you make your final selections.

Brass Desk Sets.
Art and Craft Ware

Novelties .

Brass Inkstands.
Wood Craft Calendars
C lt i 1 d r c n's Pcncil

Boxes, assorted
Desk Portfolios .. .

Jewelry Cases ....

DeslCPads.
Stationery Nuvi-ltic
Waste Baskets ...

Brass Novelties ...

Address Books ...

Art Novelties ....

$5.00 to $25.00

$5.00 to $25.00
$2.50 to $15.00
$ .10 to $ 5.00

.$ .25 to$ 1.00

.$1.50 to$ 7.50

.$ .75 to $17.50

.$ .75 to$ 5.00
$ .50 to $ 5.00
.$ .50 to$ 3.50
.$ .25 to$ 5.00
.$ .25 to$ 2.50
.$ .10 to$ 2.50

Cranc's Box Paper .. .$ .50 to $10.00
Watennan's Fountain
Pens.$2.50 to $35.00
Gents' Bill Rolls.$ .50 to $ 7.50
Christmas Cards.$ .05 to $ 1.00
Framed Mission Pic-
tures.$ .10 to $ 3.50

Ladies' Card Cases.. .$ .50 to $ 5.00
Pocket Flasks.$1.?5 to $ 8.50
Bridfic Sets.$2.50 to $ 7.50
Brass Book l.acks .. .$1.75 to $10.00
Gents' Wallcts ._-.$ .50 to $10.00
Gift Books.$ .50 to $ 1.25

A complete line of Deimison's Holiday Specialtics, Labels, Stickcrs, Cards,
Bells, Garlands, Tapc Tissue Paper, Holly Wrapping Paper, Crepe Paper.

Do not dclayXyotir Engraving order. PLACL* IT NOW. WE DELLVER
ALL ENGRAVED ORDERS THE DATE PROMISED.

Monogratn Stationery is becoming very popular and chosen by all discrimi-
liating people for their particular correspondencc, Our designs are new and np-
to-date. May wc have thc pleasure of .howing you?

Virginia Stationery Co., Inc.
SAM ISEMAN, President and General Manager.

Thc Richmond Home of thc Waterman Ideal Fountain Pen.
915 East Main Streot. Three Doors Below Mutual Bldg.

sald, bfldgO and nll, for la'O.Oa I,
"II WOllld pay ihe clty," aaid tlio (Jov

crnor, "to bulld thls rond and tluov
the BlOch away. An n matter of fact»
bollove llie only rloiiht would be an t-
the nl.lllly
Initnenso
lllllOI'","
Mayor |:l.|

iiliii'.itii ihtna

r Rlchmond to handlo ihi*
lo, wliich now goes to Bdl-

eralion sald soveral *lg-
Among tlioni wus tb»

"iiggoaiion ns to h box to bo placod :u
tlie I'lly Hall. "We have," he Hnld, "ull
hbnesl govi rniinnt. We huve wuste
and oxtraviignhce, and llioro mlght be
an Iniprovr-nirtit jn the form of clty
government. Vcl every man nt tfmes
mlght huve ii good HUK«e,Hiion lo make.
I want yotl all to co-opcrato for thc
good of Klchrhohd,
"Wc havo been talklng thla Urbanhn

rallroad for twenty yoara, but wo have
never bad BUch n Chamber of Coirimerco
aa wo have now.

Xew Applnn Wflj.
"I hope that by 1915; tlio ftftleth an¬

nlversary of the clo.-io of tho War Be¬
tween tie Siatos, that we wiii have a
great, broad. straight, lovei highway
betweon Rlolimortd and Washlngton.

"tt. wr.iibi be the Applan Way bind-
Ing the capital of the natlon nnd thc
old capltal of the Confederacy. Then
we would know Indeed tliat the war is
over. If the noxt Ix-glslaturo wlll
make au approprlatlon for the tiurvcy.
I belleve the oountleB wlll help, that
Congress wlll cxtend its ald, and that
COnvlct labor could be used und make
thls a. renllty."

I'olk Miller sald that he thought lt
a shame that tho clty could spend
1356,000 for a hole under ChuTth 1X111,
and then llll It un or allow lt to fall
Into tllsusc, when with $250,000 it
could tap the Immense terrltory now
trlbutary to Baltlmore, lio had nevor.
he said. heanj a better buslness talk
by a business man to buslness people
than that of Mr. Chalmers.
Openlng the meeting, President

Henry W. Wood, of the Chamber of
Cornmerce, referred to the very steady
and satlsfactory growth of Rlchmond
as shown by the census figures and by
tho 3tatlstlca gathercd. Tho popula¬
tlon withln thrcc miles of the Clty
Hall, Is. he said, more than 160,000.
In bank cloarlngs, ln postal earnlngs.
in jobbing, In manufacturlng. the ad¬
vance along wlth tho populatlon is
keeplng Nt«-p. Bast of all, thc splrlt.
of thc poople spells a bright future
for Richmond.

to do. We make It a polnt iu our fac¬
tory.to pay 50 cents for every sug¬
gestion rnade by an employe whlrh we
adopt. And each of these has a ch&nce
ut money prizes at the end of tho year.
Thc Prlaclplea of un .n''««. Succeas.

I am to speak to you on the prin¬
ciplcs of buslness success; the general
subject of buslness; tlie methods of
buslness; the machinery of business,
and thoe phases of Its conduet whlch
make buslnefcs the most vital Instltu¬
tlon of our clvlllzation. To deal in a
brief Bpcech wlth the prlnelples of
buslness success Is not a llght taak. I
can hope to touch only upon some of
the most obvlous prlnelples, and tell
you some of my own obnervation...

ln tlie rtrst place the business man
deals with flve M'.«.money, materials,
machinery. markets and men. It Is gi
not 80 hard to get money, materials.
markets and machinery. Each of these is
is a given quantlty and wlth each anrl it
all of them a given result can be _<
aecompllshed. The blg thlng Is to set H<
men. pi
When men enter Into buslness they yc

do so wlth a dlstinct object. In the 'n
prlmltlve days.-of manufacturlng the tn
great questlon was one of productlon. tli
Our manufacturlng methods were crude se

in tha beginning. The market was Pa
ready and we strived constantly for m

greater porfectlon. Nowadays thc great ^>I
questlon is one of dlstrlbutlon, the le

gett'ng of things from where they are ni'

to where tlioy ought to he. Dt

The two greatest factors in dlstrl- b0
hutlon are salesmanship and adver- ld
tlsing. th

It Is useless for clt'es ot- for bus- ^
iness men to say they do not believe
ln advertlslng. Every one ls an ad¬
vertlser whether he wants to be or

, Here's an End
To Butter Troubles

If you are discouraged over bad or indifferent
butter.CHEER UP. A single package of

*2£?*jr£ %<&&>
wiJl set you right again.

We use only the richest cream from the pur-
est milk. We pasteurize it ourselves and churn
it in the largest and most sanitary creamery in
the world. Every process is so carefully, even

scientifically, exact that every package or butter
every day in the year can't help being equally
good. We have a special package, air-tight
and moisture-proof, in which Meadow Gold
Butter is sent to you.

A*k your groeer for

Meadow Gold Butter
SCOTT & WILKINS, Wholesale Dutributors

1311 East Cary St., Richmond. Va.
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ot. Our manncrs, our clothes,. our
ripcarance, our spcech, everything that
e do or say advertise us, and we
mnot deny it.

Advrrtlnlng In Teaclilnc
Slnce you have to advertise, why
ot do it rlght'.' Advertising ls noth-
tg but tcaching people to belleve Ir
ou and your goods.
You, for instance, are trylng to tcacli
eople to believe in your clty. You art
.ylng to sell this. clty to as many
eoplc as you can, not literally,. but
ou are trying to Imprc.... them with
ie good qualitlca 6. your city, Your
iy ls nothing but a collection of In-
ivIdualB, and your town wlll Impres.
self as your advertising impressea
am a great beliover ln advertising
tlcs as well as buslness.
If man does not know what Rlch-
lond ls, how on earth can you ever
tpect to get him here? And unless
e is shown what you have wh-.n he
rrives, how can you expect him to
ay here? The advertising of a clty
jght to be carcfully done In youi
r. Dabney you have one of the e
lvertlslng men for a clty I have evei
:cn. Detrolt comes Into competitlon
Ith him often, and we flnd his con-
irsatlon ls very good.sometlmes too
,od.
The most Important feature of all
to have some one whose buslness
is to attend to the advertising of

>ur clty. Thls ls an age of pub-
:lty, and unless you keep after the
lople all the time they soon forget
iu. You have got to keep everlaat-
gly at It, because the business of
ls community ln all of Its transac-
ins is I'ke a kaleidoscopic vlew, we
e things for a moment and then they
iss away. I doubt whether there ls a
an present who can tell who wa.«
.esldent ot the Unlted States six
rins ago, and yet I think he was thc
ost Important personage of that time.
tt I do believe that almost every-
idy can tell who was the last Pres¬
ent of the Unlted States. The same
Ing is true of the eartliquake ln San
.ancisco. I doubt whether thore is a
an In thls room to-nlght who can
11 the year and the date it hap-
med. It slmply shows how great
ents and things pass from us unless
s keep everlastlngly at it.
I often use the word "booster," al-
ough lt is perhaps not an elegant
rm, but 1 have seen good action
me from the work of "boosters." A
ooster" is a man who does all the
lOd he can to all tho people he can
well as he can, and then trusts

e rest to God.
A "knocker" ls dcflncd as a thlng
at hangs on the outside of a door.
I have said that the two blg factors
the problem of dlstrlbution are ad-
rtlslng and salesmanshlp. The re-
tlonshlp between the two, ln my
inion, is the closest rclationship it
posslble to have.| It ls closer than
lends; it Is closer than brothers, yes,
e team under a single yoke:

is closer than friends; lt j..
)ser than brothers, yes it is
)ser than the relation between
in and wlfe, because there can nover
a separatlon or divorce.
I.lkc Chcmlcnl (.'onibiiintlon.

Advertising is salesmanshlp and
losmanship is advertising. Every ad
a salesman and every salesman is
ad. There is this difference. Ad-

rtislng is salesmanshlp plus pub-
Ity; salesmanshlp ls advertising plus
tting the order slgned, Advertising
.utes thc atrhosphere of buslness,
d the salesman follows and takes
e orders. A man says: "My bits-
.ss ls so thoroughly established r
not need to ndvcrtlsc tt." It puts
In mlnd of a man wlth blue gogglcs

nklng at a girl. Ho knows ho is
nking at the glrl, but she doesn't.
_'e must keep llxed in our mind that
ilch we want to accompllsh. Speak-
j of tlie object remlnds me
it I went to a school of oxpresslon
Boston because the man T was

irklng for thought l could brush up
good deal in speakirig to salesmen
d others in public ii" | went to thattobl. 1 only went thero once. but
earnod sqn.ethirig thero that I havo
.cr forgotten, The man at the
iool snld to mc: "I want you to
ike a spoeoh to uio. I am the aii-
.nco and you aro tho speaker. Now
roro you begin, you begln to talk,
nembor Uioko three things: Whon
u get on your feet. always rl.so u|i
your toes ancl then baol. on youi

.Ib; that leuds you to know "thal.
ii are im earth. Bfedond, if you nn
sr cnlled upon at u dinner ot- a -iin-
oi to mako a tHlk unoxpoctSdly.n't get up and toll tlie pooplo it I-
great surprlse, and that you aro
olly tiiiproparecl; they wlll Hnd thal
t soon enough." The thlrd
ng is the serlous thlng learned,
said: "When you begln to talk

anybody always keep ln a straighl
ii in front of you tho objQpt of yoi
k." I did not learn unytlilng thc
in tho stnndpoint of bu'ng able
k, but that lias boen wlth me ev
co, und whon I advortise tinythii

I try to keep clearly before me thi
object I am trylng to talk about
There is a powerful lesson in that piec.
of advlce for all of us.

I think advertising men, like al
other tnen, are mado as well as born
About thc blggest rot ever prcachei

is tliat about men being born and no
made for callings. Of course men ar.
born wlth general trends for oragalns
rertaln llnos of endeavor, yet it *:
the trained mind which succeeds
Kulldlng step by stop on a sure founda
tion, tbo auperstructuro is sound am
secure. Business life Is a growth.

lt ls casicr to make goods than V
sell them. 1 have been ln the ad
vortislng business all my life, but 1
took tne some time to Hnd that out
Any man with money can buy ma
chlncry and hlre men to run lt, um
make goods, t>\it it does not follow tha
because he can do thal that he cai
sell those goods. His monoy is of m
use lf he cannot sell the goods afte
they are made. It took me some tlm
to flnd out that the maklng of tlfi
goods ls the least. When you an
manufacturing goods you are dealln*
both with men and metals, and yoi
can put a thousand r*ore men to worl
and make more goods, but when yoi
cross the llne and attempt to sell thos.
goods you wlll meet a different propo
sltlon. When you make a sale of any
thing, whether in a retall .store or oi
thc road no matter what it may be
that sale does not first tako place ii
the pocketbook, lt does not tirst tak.
place in the order book, it does no
first take place in the check book, bu
every sale takes place whether lt bi
a paper of pins or a houso and lot. ir
the mind of the man'who buys thi
goods. Therefore, we put saifsman
ship on that one basis. A lawyer is a:
much a salesman as a business man
because, when he is ln court he want:
to sell his side of the ease to thi
judge and jury, and he is the bes
salesman known, because he goes a
it scientifically.

lt doesn't pay to employ a pooi
salesman at any price. Neither doe:
it pay to employ a man who Is e
fallure. 1 liave found that rallroad:
and hotels and post-ofllces charge Jus
as much expensc money for a pooi
salesman as for a bad one, and th<
matter of a few dollars a month salar.\
ought not to stand lu the way of em-
ploylng the strongest men you cai
get. fc'ome of us are liko the man who
bent over, sees only the nickel befon
his eyes. He cannot see tbe dollai
just ahead.

.Mnklni; Others l*ecl ns Vou Uc>.
If I wero asked to detlne salesman-

shlp in one sentonce, i would say it
was nothing more or less than makln-j
the other fellow feel as you do aboul
the goods you have to sell. Advertis¬
ing and salesmanship are tho connect-
Ing link, and always wlll bc, betweei
the invention and use of any artlcle

b'o advertising- and salesmanshii
have pushed this world ahead fastci
than anythlng alse.
Advertising is a process of salesman¬

ship. We hear it said that ..advertis¬
ing is salesmanship on paper. Tliat 1:
partly true, but lt ls not wholly true
Advertising is more than salesman¬
ship: lt ls salesmanship plus publiclty
A salesman can talk only to one or twe
people at a t'me, so lt might bc prop¬
erly sald that salesmanship appllcs
only to thc indlvldual, whlle adver¬
tising rcaches the public as well, be¬
cause by advertising you can reach
hundreds and thousands and mllllons
of people, while thc salesman can only
reach one or two at a time.

Tliere are two objects ln advertis¬
ing: One Ts to sell your goods, and
the second is to establish a good name
and Insitre u contlnuanco of trade.
Every man and woman and child

knows that it is not safo to be on a
railroart track when the traln is ap-
proaci....g. Yet tlie i-Hroad companies
keep up their warntrig slgns. So thebusiness man must keep up hlg ad-
vortislng, It must ho porslstont.musl
be done day after day.
You must send the best possible ap¬

peal to a niillion niinds and you must
keep on appeal ng. Vou must koop on
If you wish to keep up your business.
rhere is no mystery about thls iitlver-
Uslng, and selling goods. Soiuc would
havo you think so, and some do not
tako il up because they think
il is too hard, n is nothing
but plaln common senso, p)lls
pi'ihler's ink. aud some of tho best
_-opy have. eVer seen was wrltten by
not) who wero ncver known as adver¬
tising mon. but they sold the goods
tiul mado their copy accordlngly. l
¦:. c lieard .t said that a man witu a
.title Idea always uscs big words to
\press hlmself. because ho wants to
uirround his idea with as blp words
is ho can, whereas tho man with thn
)lg ldca. uses little Anglo-Saxon words
o express hlmself, bocauso tho Ulorr
S so hlg lt needs no siirrniiiii'iiug.
iVhen you come to wrlto dopy beat
.hat ln mind. Wrlto ll so plalniy thal
ue man wlthout an educatlon can un-
lcrstaud what you are lulking ubout
ind tlicn it will bo a olnoh thut llie
lollogn graduajte can or ought to un-
Icrstand 11.

¦.Tlie I'oinl of t'oiitiiet."
bollove advertising copy should bc

io wrltten that lls flrst two lines shall
io thu attractlvb I'ealuic oi" il. be-
.ausi- If a man starts to read .vour oopy
ind does not flnlsh readlng. lt, don'l
ilaino hlm. lilame yourself hecuuse he
cavo you tlie chance. 1 once provedliat, ffcntlenien, in f'lngland, Wo soul
ut 1,000 Ciruular letters under 1-cent

postflge, nnd i aaltl i would prove thal
iihif- .eiiin.i ni the pi«fiio. road tholt
I'cohl ni.-iii. gtst ns ititieli mail nn
tho (Worago inim K<t:<, nnd I d., nol
iiirow away uuiii wlth conl pontagolattaehod, .>i"'ti lt. aald ln ili.it lot-
ton "Wo at_ oponlti .1 rostnu'rahl horo
whlch wlll ii<- complntod ahoiil tho tlr_l
ot Ui" month; nnd wrlto tn you an .1

prrri.-..| |., ., >i r, r: u^ prlOOS on lh<- lol-
lo.wlng gooda, nnd onel.Se n HhI ol
whal m Hlmll neod " we rect i\ ...1 ovci
'"'¦I ropll.i Why? Becam e iipproaeh-nd tllOItt, .1 .1 K-.-n' l. m.iri salil. rrom
"tlii polnt "i contact." Thla i.-lllng n

Ho Hay wii otighl to use small
Wnrdtt, !.,i .... ought to 80 oxprea oui
86IV08 for thi.-. r.aBoni No nale wan
ovor iniide utiiii n man whb convinced,
lle ia imi convlnccd uniil ho under-

liitnml.. Ho cunnot und'-r. .and llnlcB.
iu tho explanatlon he .'iiti uhdorBtnntl
whal you mciiti. and tho average human
i.cing htta n .'..n. Idorabl'e a'mounl ..1
prldo. We dlsllko to- own up t" n
thlng we iion'i undersiand, 1 have
had men cxplaln thlng;. 10 mo, nnd uay,
"Vou understand that?"'and 1 wolild
nod my head. lt would be a reflec-
tion upon myHelf to do otherwlsfc, and
so I kept on n- ddlng mv lv nd, nnd wln n

thc c. .ilunalloii was iiti'. li'-d changed
1.1 .1 lateral Instead of nn up nnd down
motlpn. That wns all.

Vou cannot sell to anybody unii
be iinderstiinda what. you are t.ilkn-.
about. Rc sure your i-xplannt ion la
plaln, nnd pat-tially to thoBe whti aro
ln a teohnical buslness, bocauso hnlf
tlie people do not know technical
terms,
Thc inan in buslness ls -f«o closi to

It ho.docs not take the other .ellow a
vlewpolnt. po wc must glve lt from
Ii Ih standpolnt.

It Is hard to analyze the bui cess-
fui man, but after all tho nnaiy; gi
down really to tho porsonal questlon,
personal Ity.

t.unlllv «t SuCL-e*-.
There are certain qUallties I have

been asked to g've hero to-nlght whh
I belleve wo should have ln bui lhe.!
to bc successfui. We aro all sales¬
men; every man ls trylng to Bell hla
own good qualiticii to hla fellow-dt-
Izena. That Is why hc puts on a clean
collar and a clean shlrt and every¬
thing that goea with It, because he
wants to sell hls good qualitles.
The flrst esHcntlal ls to bc hcalthy,

to have healtli. Most of us are paid
for .having gcod llvers, but unfortj-
nately somo have bad ones. Thero Is
nothing helps a man so much as to
tako caro of .himself.. Most of us have
Injurlous habits; wo amoke too much,
we eat too much, or we drlnk too
much, wo are handicapped ln that way.
I know men wifh good tnlnds, but thelr
bodles aro not hcalthy, and I would
rather take my chanccs wlth a hcalthy
mlnd In a healthy body.
The next quality Is honesty. I do

not rcfer to it in the ba.er sense, be¬
cause a man is a fool nowaways un¬
less h<> is absolutely honest. There is
an old maxim, "Honesty ls the best
policy." There ls nothing "best" about
lt, honesty ls the only policy. From
any ethlcal or rclig.ous standpolnt 1
leave It to you that ln the last analysls
nobody knows whether a man ls honest
but himself. You do not know whether
I am honest or not. Our wlves think

j we are honest, and whether wo are
or not, lt is a good thing to keep them
thlnking that way, but they could not
provo lt to save tholr lives. It ls a
good thing some men are dishonest
I have seen men wlth so much ability
that if they were honest some of u.
would have no chance, they would g"t
all tbe money. x belleve, gentlemen
you aro honest men. Most men 1 have
met havo two arms, two legs (unless
lost hy accldent), two eyes. two ears,
a nose and a mouth, and conslderlng
thelr helght, they wclgh about tli.
same. What is the dlfference In men'.'
Power, ability: Some people may have
that developed more than others. but
I say nlne-tenths, yes. nlnety-nine-
hundredths could develop ability. Somo
romind me very much of the parablc of
the talcnts. We have one tulcnt and
we wrap it up in a napkln; we havo

i| that one only and we have never add¬
ed anything to lt. It ls like a man
who applies for a job, and hls letter cf
recommendatlon says: "Thls man Is
thoroughly honest." lf he has no other
quality but honesty he does not do-
serve much credit; he was born that
way and he does not deserve much
credit for staying that way. It Is what
we develop that counts.
-peaking of letters of recommenda¬

tlon, 1 believe business men generally
make a great mlstake and are guilty
of gross cowardlce ln a practlee whlch
ls quite common. When thoy want to
let a man go, they do so on a sub-
torfuge, instead of telllng him why.
And then. although he may have been
utterly worthless, or he may have
stolen nll he can get b's hands on. yet
you wrlte a letter of recommendatlon
pralslng him and his work to the skles,
to fooi somebody else.

Three Klnd- of Men.
I find just three k'nds of men ln

thls world: The klnd you toll once
to do a thing, and you can bet your
life It Is done. Tho second class you
have to tell four or tlve or a dozen
tlmes to do lt, because they do not
think. The thlrd class is the great
class of mon who have made this coun¬
try what lt is.mon wiih Inltiative:
men who do things, who do thlng3 be¬
fore you have a chance to tell them
what to do. I do not say thls for any
"star-spangled banner" effect. but T
thank God thut I was born and rea_od
ln a country where poverty Is no har-
rler to success, but whe.ro it can often
bo proven to a mathomattcal certainty
that lt ls a help. ..ust In proportlon
as we teach young men how to do
things. lf nothing more tliun to sliine
tholr own shoes, somethlng that Is of
value to themselves as well as to
others, they wlll make a success ln
llfo.
They call it skili in tho surgeon; wo

would call lt inltiative ln the buslness
man. Tho surgeon gets you on tho
table and operates for appendii-itis
nnd llnds you havo not got lt. as they
sometlmes do; he cannot let you Ue
on the table. and say, "Wait, I will
read up ln the books and see what ho
has." He has to act qulckly.
ho has to tlnlsh the Job
whether Is is his tlnlsh or your
tlnlsh. They call that sklll.lf he
gets through all rlght. In oui- cuso
we would call it Inltiative. We must
do things qulckly, wo must have inltia¬
tive, and that is tlie grcatest quality
a man can possess.
Next to that I think a man ought to

havo a thorough knowler.ge of hls
business. I was at a convention ln
Berlin, Germany, of 200 salesmen,
Thero was a man thero who had car¬
ried off the banner of four success! .0
years, and as wc were dlstributlng tho
prlzes, T said to him, ".Mr. Hoffman,
will you tell tho ujon wliy you havO
been leader for four yeara ln sueces-
slon?" Mc could not have given a bot-
ter answer than he gave. He said:
"Gentlenion. I dety anyliody in Ger.
many to ask n questlon about my
buslness 1 cannot answor." That was
the secret of his success, he knew hls
business.

Xc.d of Tnet.
Another quality we need Is tnet.

JTact! What is tuct? Tlinl ability.al-
though it Is raro- that onablos ono
man to deal wlth other men of different
leniperniiients tn tho rlght way nnd
get along with all of them. Somo peo¬
pio mlstake tuct for "jolly." Tact Ib
not so much what a mnn says, but how
ho says it. a mnn ln llotroil sont his

For Att
Ayer's Pills are Iiver pills.
All vegetable, sugar-coated.
A gentle laxative for all the
family. Consult your doctor
freely about these pills and
about all medic.il matters.
Follow his advice. __£.ftri___:

¦.on io [fnrvard College. fn Oilcefhber
the boy wrote home, nnd thln was tho
lettori "Dear Father, "1 am broko;ploaso Bend me $60 al onr-, Vour
]..Miiiv son, Johfl," .¦*¦...T-iiody that mnn
cnini. in ootitact y,-1111 that day knew
hi; t o'. tliul letter, Thoy knew lt be*
ttiao thero are some of us who can

nol hei.i our r< ollng of "grouoh"
to every one wo meet ai any rate hc
taki hla letter homo and says: "Sarah
look ii. that Imptldent lot.ter! Dldn'l

tcl.l ou ii wouldn'l ilo any good to
bo; i., college?" Sho ro.ud.*
P*ttthor, I am hroko; ploatj**
11 -ii one. "i onr lovlng son
al ot ..iiy tii.. sartto Ict-
... io, in. samd'words\ Thal
mean by taol tt la not so
t you say as Ihe way you

any 11.
Vou lien who aro tvriting IcYtcra tutravellng men and other peoplo.thosn

bot word ou dlotato, hocom'e cold
typi when !¦..Ivod. a mari gets ex-
aeily whal .'.ou say and reads It that
way. Let us be caroful about thc
lettora we write; let ua develop thls
qullty of tact.

Tlie nnxi thlnc we otight to havo Is
Industry; the man you always find on
the Job, who does a. good dav's work.
Now, thon, slhcerlty Is a quality we

t

tlu ti ing honest.
aud able we ought lo he slnccre men
Slncerity ts that quality which not onlv
makes fr'ends, but holds them. A. maii
cannoi be insincere wlthout Inlury to
hlmadlf. Whethor you aro talklng to
one man or a thousand, whether you
are talklng to me or to a customcr,
you are th rowing thoughts to hls
braln; you canol see them. but thisy
are tanglble, and you cannot throw
Insincere thoughts to the braln and
not havo ihe braln catch Insincere
thoughts, No moro than T could throw
thls glass to you and you catch a
pltcher, lt Ih not changod or trnns-
formcd; It comes to you in the way
it leaveB tno. So I say we must per-
fecl thls quality of slncerity If wo are
to attain Bucccss, Vou know men in
whom yoii absolutely belleve, becatis'p
they are slncere. You say you like
a man you can belleve In because he
can soll the goods. Inslncerlty has
taken some orders, but' It lias never
held a job.

nrcriirdlnK Siissr«l|.uiv
Wo are willing lo ask for and re-

celvo suggestions. The man who
know3 it all is llko tho fellow stand¬
lng on the street wlth the fool-klllor
waiting Just around tho corner. None
of "us know it all. We might bo up
to dato at 6 o'clock, but unlesa wa are
up to dato right now wo don't know
lt all.' I havo made lt a rule to be
willing to accept suggestions, and I
would as soon bc stopped In the hall
by the Janitor as by the general man¬
ager, becauso the chanccs aro ten to
ono that the Janitor knows more about
the business he wants to talk about
than the general manager.
People aay to me: "Do you believo

in aoroplanos?" I tell thom, "Vos, I do,
and i think the day is coming when
everybody wlll." i don't thlnk the
aeroplane will get the contract to-
day to'carry the mail, but I believe it
will some day. Wo should not ridlculc
any new thing or any new thought; lf
wo do wc east aspcrsion upon our en¬
tlre clvlllzation. j

ln addition to all of theso thlngs
mentioned a man i..ust havo enthtt-
slasni. Unless ho hllfi enthusiastn ho ts
a mero statue. Because enthusiasm ls
the white heat that. fuses all of these
qualities into ono effcctlvc mass. 1
can best lllustrato.lt by tclling you
that lf you wlll take a piece of platri
blue grass and a piece of sapphire, and
polish the glass until lt bas a sur-
face us hard as tbo sapphire, then prut
them both on a piece ot white paper
and look at them, you will find thc
sapphire has a thousand glittortng lit-
tie llghts which you cannot got out of
the blue glass in a thousand years.
Those llttlo llghts can be comparcd
with the enthusiasm that shines from
a man's cyc-i, lie cannot hlde it: I
don't object to going to a ball game
and hearing some fellow root for the
home team.and I want to tell you
that we have a pretty -ood liome team
at Detrolt, not because wo have an
aggregation of star nlayers ln the tcam
either, but I think the success of that
team is due more to the enthusiasm
of that little red-headed manager than
to anything else. That ls enthu-
siasm; I would not give a
cent for a man 'without enth'Jsiasm.
If a man has no enthusiasm hc is no
good. If you ever get enough money
so you could do so you-don't want to
rctire.

Tlie Cse of a Sledge Ilammer.
Now, gentlemen, you who have to

handle men; your tlme does not amount
to much. my tlme does not amount tc
much as an Indlvldual. Some of us
who handle men sticceed only in pro-
y&rtioii as we Intelligently dlrect the
work, that ls, as We got Intelligent
work from the men under us. That
Is all our tlmo amounts to. Le't mu
glve you a suggestion: Don't drlve
taoks wlth a sledge hammer; tliere are
enough peoplo uslng tack haminers.
You carry a sledge hammer and you
attend to important things only.
One thlng has helpcd me in my bus¬

lness. 1 make it a polnt to keep be¬
fore me the ten most important things i
have to do. I havo a little pad on my
desk upon -which are noted tho most
important things; there mlght be seven,
or ten, or twelvo. but the most Im¬
portant are daily beforo me. lf I
go to a business man and say. "What
are tho te.i most important thlngs you
have to do in your buslness?" and ho
says, "I really don't know," lf he doesn't
know how is he sure he Ia doing
them. it ls a good thing to keep them
before you, and as thlngs come up
mark them. Every mornlng my sten¬
ographer has on my desk the ten most
impcrtant things which I must attend
to. Suppo'se a farmer had an eighty-
acrc cornficld, and ho should say to
h's helper, "John, I want you to go
and drlve the pigs out of the corn¬
ficld," and if you havo never done that
you are not in a posltlon- to roallze
the task John had before hlm. Ho
does not know how many plgs there
nre and so he goes all over the corn-
fleld to see whether they are. all out.
Hut If the farmer had sald, '".Tohn thero
:ire ten pigs in the eornfleld, go and
drlve them out," he would drlve the
ten plgs out, and he would no longci
:hase plgs that did not exlst.
The last prlnolplo T shall montlon is

Drganlzatlon. lt Is tho Itoynoto to all
big suceesses. We must co-operate.
We must get together and glve each
han hls part in the buslness.
.Big thlngs are head of us. Twenty

rears ago. If you had'told a man that
iy this tlme he could telegraph to a
jhlp which left port last Saturday, ho
¦vnuld havo had n commlsslon of
unaoy appolnted. Now, we do not be-
levo somo thlngs can be accoiiipllshed.
wlll bet a suit of clothes that with-

n ten years aeroplanes will be carry-
ng mail across mountalns and Into
ilaoes where railroads do not go. fhe
nan who says to-day that a thlng ean-
lot be accomplisbed may have to take
t back withln n year.
Remember that Ricliniond will go

ihoad just >s fast as you will Ict it
ro. i wish each of you personally.
md your olly as woll, tho greatest
neasure of success.

IV. J. Thompson,
ISpecial to The Tiiues-DIspatch.1

Wllniington, N. C, Decembor 12..
'. .1. Thompson, one bf Roboson coun-
y.'s foromost cltlzons, dropped dead
ate thla afternoon at hls homo iu
iiiiiiboi'ton.
He was returnlng from hls farin,

illd dropped dead iast lu siph of tho
loor of hls houso. lle was sixty-
ovon years ot' age, .and father of
oseph 13, Thompson, managlng editor
.f the Mornlng Star. thls city.

<lim \ToltT a MiiKt-,lrerc.
Gustav K. Wolff waa yoatorrtiy appolntr
v .ImlK.' Wltt, of tho IIiimiiiks Court, ln
ice of llie* peaco ln Honry W'anl for tl
noxplred trm of n, \v. Mooro. reslgned.

lloidi., for New School.
ISpecial to The Tliuos-DIspatoh. I
Doublgh, Va.. Decenioer 13.- riiejI'ootion hold here Saturday, to pa*;
pon tho quo8tioii ns to whether tlu
lislricl. sllOUld Issue bonds to tho
tiiount of $5,000 i'm* Ihe p'ljfpose ..i'i
rooilng ti hlgh school bulldthg, wus
arrled by a large rnajdr.}ty. Onlj
i\ voics wero east ugnlnst tho issue
f iho bonda
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